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and dealerships
Abstract
Computer-implemented methods and computer systems for offering vehicles, which are subject to sale
agreements between sellers and buyers, on online markets and soliciting additional offers for these vehicles by
third parties. This additional offering may generate additional revenues, above the agreed upon prices between
the initial seller and buyer, and these revenues can be shared by sellers, buyers, and service providers. For
example, a seller may contract with a dealer to sell a used car for a certain price, which may be a part of a trade-
in transaction. Information about the car, including a price, is then posted on a website. Third parties may view
this information and post their offers, which are higher than the initial contract price. The new higher offer
may be accepted and the proceeds may be shared by sellers, buyers, and service providers.
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(57) ABSTRACT 
Computer-implemented methods and computer systems for 
offering vehicles, Which are subject to sale agreements 
between sellers and buyers, on online markets and soliciting 
additional offers for these vehicles by third parties. This addi 
tional offering may generate additional revenues, above the 
agreed upon prices between the initial seller and buyer, and 
these revenues can be shared by sellers, buyers, and service 
providers. For example, a seller may contract With a dealer to 
sell a used car for a certain price, Which may be a part of a 
trade-in transaction. Information about the car, including a 
price, is then posted on a Website. Third parties may vieW this 
information and post their offers, Which are higher than the 
initial contract price. The neW higher offer may be accepted 
and the proceeds may be shared by sellers, buyers, and service 
providers. 
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TRADE-IN VEHICLE VALUE OPTIMIZING 
SYSTEMS AND METHODS FOR SELLERS, 
BUYERS, AND DEALERSHIPS 
CROSS-REFERENCE TO RELATED 
APPLICATIONS 
[0001] This application claims priority of US. Provisional 
Application No. 61/438,642, titled “TRADE-IN VEHICLE 
VALUE OPTIMIZING SYSTEMS AND METHODS FOR 
SELLERS, BUYERS, AND DEALERSHIPS,” ?led 1 Feb. 
2011 (docket no. SR201 10201), Which is incorporated herein 
by reference in its entirety for all purposes. 
FIELD 
[0002] This application relates generally to online market 
places and more speci?cally to computer-implemented meth 
ods and computer systems for offering vehicles, and more 
particularly, to systems and methods for trade-in of vehicles, 
for offering vehicles that may be subject to existing sale 
agreements betWeen sellers and buyers, on online markets 
and soliciting additional offers for these trade-in vehicles by 
third parties. 
BACKGROUND 
[0003] Every day tens of thousands of people enter vehicle 
purchasing transactions Wherein the value of a used vehicle is 
applied toWards the price of a different vehicle, Which may or 
may not be neW. A trade-in transaction typically involves a 
single neW vehicle buyer, Who is also a trade-in seller, and a 
single dealer, Who is also a neW vehicle seller (dealer) and the 
trade-in buyer. The transaction normally occurs at the neW 
vehicle dealer’s place of business (e.g., a dealership). Trade 
in transactions are included in 70-80% of all transactions for 
purchases of motoriZed vehicles, recreational vehicles, boats, 
motorcycles, and agricultural equipment in United States of 
America. 
[0004] Dealership trade-ins are typically represented by a 
“closed” type of transactions as there is only one seller and 
one buyer. A trade-in transaction may be desirable by a seller 
because there is no need to ?nd a buyer for the seller’s used 
vehicle prior to the purchase of a neW vehicle. In this case, the 
dealer is the buyer of the trade-in vehicle. Finding a buyer is 
often a stressful process that includes ?nding a buyer, shoW 
ing the vehicle to many potential buyers, negotiating a price, 
performing a secure monetary transaction, and completing 
?nancial and regulatory documentation. Additionally, trad 
ing-in also simpli?es the disposal of a vehicle With mechani 
cal, cosmetic, and/ or a history of issues that may potentially 
reduce the value of the vehicle. Additional economic advan 
tages of the trading-in process may include reducing the sales 
tax burden With direct application of the vehicle trade-in value 
to the neW vehicle. Therefore, trade-in transactions save sell 
er’s time and reduce effort and ?nancial risk associated With 
disposing of a used vehicle independently. In return for trad 
ing in, the seller must accept a Wholesale or a beloW Wholesale 
valuation. 
SUMMARY 
[0005] This summary is provided to introduce a selection of 
concepts in a simpli?ed form that are further described beloW 
in the Detailed Description. This summary is not intended to 
identify key features or essential features of the claimed sub 
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ject matter, nor is it intended to be used as an aid in determin 
ing the scope of the claimed subject matter. 
[0006] Provided are computer-implemented methods and 
computer systems for offering vehicles, Which can be subject 
to the existing sale agreements betWeen sellers and buyers, 
can be on online markets and can be in the process of solic 
iting additional offers for these vehicles from third parties. 
This offer process may generate additional revenues, above 
the agreed upon seller and buyer transaction amount, and 
these revenues could be shared by seller(s), buyer(s), and a 
service provider. For example, a seller may receive an offer 
from a dealer to buy a used car (trade-in) for a certain price. 
This offer may be a part of a trade-in transaction. Information 
about the car, including the initial offer price, repairs, dealer 
overhead, and an initial dealer offer price is calculated and 
then higher offer prices are posted on a vehicle sale forum, 
e.g., a Website. Third parties may vieW this information and 
select their offer or offers, Which are higher than the initial 
dealer offer price. HoWever, in this situation, the dealer may 
be released from the sales agreement With the seller or may be 
required to sell the vehicle to the buyer With the higher offer 
by contractual obligations of the sale agreement With the trade 
in seller. The process described herein for additional offers 
may be limited, e.g., in time, scope or dollar levels. 
[0007] In certain embodiments, a computer-implemented 
method for offering a vehicle under a sale agreement that 
provides for further offers involves a sale agreement to sell the 
vehicle at a set price and before executing the sale, listing the 
vehicle from the dealer to neW buyer by use of a sales forum. 
The sales forum can be electronically controlled in a machine 
environment. The sale agreement may include a sale price for 
the vehicle and information about the vehicle. The method 
may also involve posting the sale prices of the vehicle and 
information about the vehicle on a sale forum accessible to 
buyers. The post may be presented on a forum for a predeter 
mined offering period, for example, a matter of hours, a day, 
days, (e.g., ?ve days) or a Week. The method may also include 
providing a vieWing interface for vieWing the sale price for 
the vehicle and information about the vehicle. The vieWing 
interface may represent a part of the sale forum accessible to 
the potential third party buyers. The method may also include 
providing an offering interface for posting one or more offers 
from the buyers during a predetermined offering period. The 
offering interface may represent a part of the sale forum 
accessible to the buyers. In certain embodiments, the same 
interface may serve as a vieWing interface and an offering 
interface. Each of the one or more offers may be associated 
With an offering price for the vehicle that is higher than the 
sale value. If an offer is posted, the method may proceed With 
automatically selecting a ?rst and highest buyer that posted a 
highest offer price for the vehicle. There may be one or more 
offers posted. If the highest offer is automatically selected, 
the method may proceed With instructing the buyer (dealer) to 
transfer the vehicle to the ?rst and highest offer buyer. It Will 
be understood that the systems and methods described herein 
are not limited to a speci?c type of vehicle and may, in some 
example embodiments, include a car, truck, boat, motorcycle, 
and farming equipment. Similarly, the buyer is not limited to 
an individual and may include a business entity (e.g., a third 
party car dealership) as Well. 
[0008] In certain embodiments, the computer-implemented 
method may also include connecting the vehicle from the 
seller to the buyer prior to posting the sale price and informa 
tion concerning the vehicle as a trade in vehicle With a sales 
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contract. In an embodiment, the method may involve, prior to 
receiving the sale agreement, posting initial vehicle informa 
tion provided by the seller for a predetermined offer period. 
The initial vehicle information may be vieWable through the 
vieWing interface of the sale forum. The initial vehicle infor 
mation may be distinguishable from the price of the vehicle 
and the information concerning a vehicle provided in the sale 
agreement Within the vieWing interface of the sale forum. For 
example, vehicles that have only initial vehicle information 
and no sale agreements may have their status indicated as 
such (e.g., “for sale by oWner” or “?eet sale” status). In the 
same or other embodiments, vehicles that have corresponding 
sale agreements may have special tags (e.g., “trade in”, 
“Wholesale”, “?eetsale”). This differentiation may indicate to 
a vieWer a pricing ?exibility. That is, a vieWer may contact the 
seller to offer a different than listing price for a vehicle that is 
not under a sales agreement than for the one posted on the 
forum as “trade in” or “Wholesale”. At the same time, there is 
not guarantee that this price Will be accepted by the seller. 
When a vehicle is under a sale agreement, a vieWer (buyer) 
may only offer a price that is higher than the one posted (i.e., 
the sale price under the agreement). In this case, the vieWer 
may be guaranteed to buy the vehicle for this price (assuming 
no higher offers are posted and the buyer is the earliest offer 
at the highest offer). In certain embodiments, the computer 
implemented method may also include, a method to transfer 
information from one state to the next, i.e., from “for sale by 
oWner” to “trade in”, or “trade-in” to “Wholesale”, or “?eet 
sale” to “Wholesale”. 
[0009] In certain embodiments, the information regarding 
the vehicle included in the sale contract has one or more of the 
folloWing pieces of information: a vehicle identi?cation num 
ber, vehicle make, vehicle model, vehicle mileage, a vehicle 
location, a vehicle photo(s), vehicle condition information, 
and an estimated market value. The predetermined offering 
period may be set to a speci?c number of days (e.g., ?ve 
days). In other embodiments, the predetermined offering 
period may be a part of the sale agreement and is agreed upon 
by the seller and the buyer (dealer). The seller and the buyer 
(dealer) may negotiate the offering period as a part of the 
overall transaction (e.g., determining the vehicle price). In 
certain embodiments, the sale agreement may be received 
from the seller. The seller may use a seller interface to enter 
the information provided in the sale agreement, such as the 
agreed upon sale price and information concerning the 
vehicle. The sale forum may include one or more Webpages 
for uploading the sale agreement, providing the vieWer inter 
face, and/or providing the offering interface. The vieWing 
interface may present information on vehicle’s location and 
vehicle’s availability for vieWing by potential bidders or buy 
ers. 
[001 0] In certain embodiments, the computer-implemented 
method also includes instructing the highest and Winning 
buyer (Who accepts the offer or offers a higher offer) to pay a 
portion of the highest offer to the service provider. This value, 
the service provider fee, is the amount of the highest offer less 
the initial trade in value an may be a ?at fee, a set percentage 
of the difference (e.g., 6% or more of the difference), or some 
other percentage of the premium de?ned as a difference 
betWeen the highest bidding price and sale price in the sales 
agreement, the “shared reWar ”. The percentage of the pre 
mium payable to the service provider may vary depending on 
the sale price of the vehicle (e.g., a loWerpercentage for a high 
priced vehicle), duration of the offering period, and other 
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similar factors of the sales agreement. The buyer then com 
pletes the purchase of the vehicle at the listing dealer. The 
dealer, per the sales agreement, after completion of the pur 
chase by the buyer With the highest offer makes a predeter 
mined payment to the oWner of the sales contract, eg the 
initial oWner Who traded in the vehicle. The remaining portion 
of the highest offering price corresponds to a difference 
betWeen the highest offering price and the portion of the 
highest offering then remains With the dealer as additional 
shared reWard. 
[0011] In certain embodiments, the computer-implemented 
method may also include instructing the highest offer buyer to 
pay a sum corresponding to the highest offer price to the 
listing entity (e. g., the entity listing the vehicle, Which can be 
the dealer). In this situation, the buyer does not transfer funds 
corresponding to the sale price prior to posting the sale price 
for the vehicle and the information concerning the vehicle on 
the sale While the forum is accessible. In other embodiments, 
the buyer transfers certain funds corresponding to the service 
provider fee at that time of the offer. At the end of the offering 
period, the computer-implemented method may include 
instructing the highest bidder to pay a sum corresponding to 
the premium to the listing entity (e. g., a dealer) and complete 
the service fee payment. The computer-implemented method 
at the same time releases all other potential buyers from the 
service fee payment obligation. As noted above, the com 
puter-implemented method may also include instructing the 
highest offer buyer to pay a certain sum to the service pro 
vider, e.g., a percentage corresponding to the premium. The 
method may also involve collecting the highest offering price 
from the highest buyer. For example, a system used for execu 
tion of this method may involve a payment sWitch for collect 
ing the fees from the highest bidder. The offering may be in 
the open format, i.e., offers posted through the offering inter 
face during the predetermined offering period of offering 
time is vieWable by others, or in the closed format, i.e., When 
the offers are not vieWable by others until the end of the 
offering period and the completion of the purchase by the 
high offer buyer. 
[0012] In certain embodiment, buyers can be registered as a 
general buyer and place offers on vehicles that are available 
for general purchase. Buyers can also be registered as regis 
tered dealers validated by state licenses. Dealer buyers Will 
also be able to see vehicles listed as Wholesale vehicles. 
Wholesale vehicles are restricted to dealer buyer only. 
[0013] In certain embodiments, the dealer can chose to 
transfer the trade in vehicle to either a listing of the forum as 
a trade in or as a Wholesale listing. The trade in listing is 
available by all registered buyers. 
[0014] In certain embodiments, the computer-implemented 
method may also re-offer” the vehicle to subsequent buyers 
based on an original time and value offered for the listed 
vehicle by a buyer. This process occurs When a Winning buyer 
With the highest earliest offer is unable to complete the pur 
chase from the dealer. The terms of the re-offer alloWs the 
dealer either purchase the vehicle at the next buyers terms, or 
have the computer-implemented method contact the next 
buyer at the original values the buyer offered. If a buyer 
accepts the re-offer, the buyer is then charged the service 
provider fee and instructed on the amount to be paid to the 
dealer. The dealer is again informed of the value to be paid to 
the initial trade-in seller. 
[0015] In certain embodiments, the computer-implemented 
method may also be a method to alloW buyers to save a vehicle 
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they Wish to purchase if it becomes available. The buyer save 
pieces of information: a make, model, value range, distance 
from their location, vehicle mileage range and saves the infor 
mation. The computer-implemented then contacts the buyer 
When a vehicle matching the buyer’s requirements is listed. 
[0016] The computer-implemented system may include 
stationary, mobile, and personal electronic or communication 
systems. 
[0017] In certain embodiments, the user to manage account 
information, manage vehicle activities, such as listing, sell 
ing, buying and transaction. In an example, the dealer as seller 
can alter a listing of a vehicle on the sales forum. The dealer 
as seller may change a listing from retail sale to Wholesale by 
interacting remotely, for example through a computer net 
Work, With the server that runs the sales forum. 
[0018] In certain embodiments, alloWs the buyer to search 
the listed vehicle information, eg on the sales forum, regard 
ing the vehicle make, model, year range, and distance from 
search location, sales type, mileage range, body type, and 
price. 
[0019] In further examples, the above methods steps are 
stored on a machine-readable medium including instructions, 
Which, When implemented by one or more processors, per 
form the steps. In yet further examples, subsystems, or 
devices can be adapted to perform the recited steps. Other 
features, examples, and embodiments are described beloW. 
[0020] The present methods and systems may result in a 
more ef?cient market for the sale of items and vehicles, and 
speci?cally, trade-in vehicles. 
BRIEF DESCRIPTION OF DRAWINGS 
[0021] Example embodiments are illustrated by Way of 
example and not limitation in the ?gures of the accompanying 
draWings, in Which like references indicate similar elements 
and in Which: 
[0022] FIG. 1 illustrates a schematic overvieW of various 
modules of the system for offering a vehicle under a sale 
agreement for further offering, in accordance With certain 
embodiments. 
[0023] FIG. 2 illustrates an example netWork segment for 
implementing various aspects of methods and systems for 
offering a vehicle under a sale agreement for further offering, 
in accordance With certain embodiments. 
[0024] FIG. 3 illustrates an example netWork segment 
Where some of the components of the system for offering a 
vehicle under a sale agreement for further bidding are virtu 
aliZed, in accordance With certain embodiments. 
[0025] FIGS. 4A and 4B are a process ?owchart corre 
sponding to computer-implemented method for offering an 
vehicle under a sale agreement for further bidding are virtu 
aliZed, in accordance With certain embodiments. 
[0026] FIG. 5 is a process ?owchart of example of vehicles 
and fund ?oWs betWeen various participants, in accordance 
With certain embodiments. 
[0027] FIG. 6 illustrates a vieWing interface presenting dif 
ferent types of listings, in accordance With certain embodi 
ments. 
[0028] FIG. 7 illustrates an initial bidding interface, in 
accordance With certain embodiments. 
[0029] FIG. 8 illustrates another bidding interface, in 
accordance With certain embodiments. 
[0030] FIG. 9 is a diagrammatic representation of an 
example machine in the form of a computer system Within 
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Which a set of instructions for causing the machine to perform 
any one or more of the methodologies discussed herein is 
executed. 
DETAILED DESCRIPTION 
[0031] The present inventors have identi?ed at least tWo 
problems With the traditional vehicle trade-in process. The 
?rst problem is the lack of multiple buyers trying to purchase 
the vehicle. The current standard trade-in transaction occurs 
betWeen tWo parties, the seller and the car dealership. This 
negotiation process generally provides the dealer With an 
advantage. Introduction of additional buyers into this other 
Wise monopolistic (from the buyer perspective) transaction 
may result in a higher value or veri?cation of paid value for 
vehicles. Without multiple buyers, there is no mechanism to 
bring the value of the trade-in vehicles toWards a tested true 
market value. The second problem is the lack of time to 
introduce additional buyers to the transaction. Since the tra 
ditional trade-in process involves “closed” negotiations, there 
is no possibility or desire by dealers to ?nd additional buyers. 
The only options the seller may have are to accept the amount 
the dealer has offered, Which can be a beloW market offer or 
perceived to be a beloW market offer, start over With another 
dealer, or sell the vehicle themselves. Closed negotiations 
increase the advantage the dealer has in manipulating the 
?nancial outcome. 
[0032] As used herein, the term “seller” is used to identify 
a party Who oWns an item or vehicle to be sold using the 
present methods and systems. The seller can be the current 
oWner of the item or vehicle. The seller can be a trade-in seller 
Who is transferring title to the item or vehicle as part of an 
exchange or purchase of another item or vehicle. The seller 
may be an individual or a company. One example of a com 
pany is a dealer, e. g., an auto dealership. The term “buyer” is 
used to identify a party Who acquires oWnership of the item or 
vehicle being sold by the seller. In the course of selling the 
item or vehicle using the methods and systems described 
herein, a party may only be the seller, buyer or both. For 
example, a dealer may acquire an item from a seller, Who may 
be a straight seller (e.g., a for sale by oWner seller) or a 
trade-in seller. The dealer then becomes the seller of the item 
or vehicle. A neW buyer then acquires the item or vehicle from 
the dealer, Who is noW the seller. 
[0033] The present methods and systems may also include 
a service provider. The service provider may be involved in 
bringing buyers and sellers together, e.g., through offerings as 
described herein. The service provider may have a contractual 
relationship With certain sellers, e. g., dealers. The service 
provider may have a contractual relationship With certain 
buyers, e.g., another dealer, a company or an individual. The 
contractual relationship may be required to use the methods 
or systems provided by the service provider. 
[0034] Example systems and methods for offering a vehicle 
under a sale agreement for further offers are described. In the 
folloWing description, for purposes of explanation, numerous 
speci?c details are set forth in order to provide a thorough 
understanding of example embodiments. It Will be evident, 
hoWever, to one skilled in the art, that the present invention 
may be practiced Without these speci?c details. 
[0035] A brief description of computer-implemented meth 
ods and computer systems for offering vehicles, Which may 
subject to existing sale agreements betWeen sellers and buy 
ers (e.g., betWeen a trade-in seller and a dealer-buyer), on 
online markets and soliciting additional offers for these 
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vehicles by a third party (e. g., potential third party buyers) are 
provided. The examples are generally referred to a car sale in 
the context of a trade-in transaction. However, one having 
ordinary skills in the art Would understand that these methods 
and systems may be used to generate additional revenues for 
buyers and sellers of other items or vehicles, such as boats, 
aircraft, motorcycles, farming equipment, construction 
equipment, and the like. Furthermore, the present inventors 
recognize that the methods and systems described herein may 
be used to generate additional revenues for buyers and sellers 
of non-transportation (e.g., non-vehicle) assets, such as Com 
puter Numeric Controlled (CNC) machinery, manufacturing 
equipment, computer equipment, or any asset Which is used 
as part of a trade-in transaction, partial payment for an asset of 
like kind. As a general example, a seller may contract With a 
dealer to sell a car for a certain value (i.e., the trade-in value). 
At this point, the seller may be concerned if the trade-in value 
of this agreement is fair, While the dealer’s best value may be 
moving this car out of its inventory. To address these concerns 
and to potentially generate additional revenue, computer 
implemented methods and computer systems to post infor 
mation about the car, including the trade-in value in an 
example, on a Website. Third parties may vieW this informa 
tion and select an offer value for the vehicle. Such an offer is 
more than the trade-in value in the contracted sales agreement 
betWeen the seller and buyer. In an example, the offer 
amounts are prede?ned by either the dealer or the service 
provider. In another example, the offer amounts are preset 
increments over the prior amount of an offer. If any offers are 
posted, the dealer is under contractual obligations under the 
sale agreement With the original seller to sell the vehicle to the 
highest offer posted by the service provider from a third party 
buyer for that offered value. The difference betWeen the offer 
and the trade-in value may be shared by seller, buyer, and 
service provider or combinations thereof. 
[0036] These computer-implemented methods and com 
puter systems create additional purchasing opportunity for all 
buyers (e.g., dealers and third parties). For buyers Who are 
individuals, the value of the vehicle offered through the 
present methods may be substantially beloW a retail price thus 
representing a ?nancial advantage for the buyer. If the buyer 
is a dealer, the purchase may represent an opportunity to align 
a vehicle from a non-brand dealer to a brand dealer Where 
parts, service, and sales support, such as manufacturer certi 
?cation, ?nancing, and brand loyal buyers represent a signi? 
cant opportunity to make a pro?t that the non-brand dealer 
does not have. 
[0037] The methods and systems may help dealers move 
cars faster (increase sales volume), attract money-in-hand 
third parties. The methods and systems may also reduce the 
likelihood that a seller is unsatis?ed With interactions With a 
dealer over the trade-in process, trade-in values, or exiting the 
dealership prior to completion of a neW vehicle purchase and 
sales agreement. 
[0038] In certain embodiments, the computer-implemented 
methods and computer systems alloW sellers to vet their 
options Without dealer participants (e.g., in the “for sale by 
oWner”) and then vet an offered value by any consumer on a 
market by alloWing buyers to offer or negotiate, independent 
of the computer-implemented solution, a purchase price. The 
“for sale by oWner” transactions often result in the seller 
achieve a signi?cantly greater value than a typical trade-in 
transaction. Online market places provided by the computer 
implemented methods and computer systems may attract 
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additional buyers such as money-in-hand buyers, to purchase 
(e.g., accept offers) listed vehicles because of the loW cost and 
high value of the listed vehicle and the short and competitive 
listing period. The online market place creates purchasing 
opportunity for any buyer, Who may be more motivated to buy 
vehicles for more value than, for example, dealers. The high 
number of buyers Who can access a sales listing on a computer 
netWork and Within a competitive market forum assists trade 
in vehicles in achieving a Vehicle-Best-Value (VBV) and 
assists in moving vehicles (Which are quite often unWanted by 
dealers) off the initial dealer’s lots. For purposes of this docu 
ment, VBV is de?nes as a price a listed vehicle sells for in an 
open and highly competitive market places With access to 
information and method to engage multiple motivated 
money-in-hand buyers. The computer-implemented methods 
and computer systems provide various opportunities for 
vehicles to reach theirVBV by presenting vehicle listings and 
information corresponding to these vehicles including their 
sale prices in a competitive online marketplace. 
[0039] There may be three types of participants in these 
computer-implemented methods and computer systems: sell 
ers (trade in or “for sale by oWner”, initial buyers (dealers), 
and third parties (individual buyers, business buyers, money 
in-hand buyers). For purposes of this document, third parties 
offering on vehicles, may also be referred to as money-in 
hand buyers, are customers that are actively seeking to pur 
chase a vehicle and is ?nancially able to buy a vehicle. All 
parties may be required to register With the service provider 
before entering into any transactions. For example, parties 
may be required to provide name, address, email and phone. 
Parties may be required to create a passWord, Which an email 
may be used as a usemame. The registration may be con 
?rmed via an e-mail. The service provider may require credit 
checks and quali?cation to participate in the sales forum. A 
service provider may collect fees from one or more of these 
participants depending on the type of transaction. There may 
be no fee for registering With the service and/or listing a 
vehicle on one or more forums provided by the service. The 
fee may be collected, for example, as ?at fee or a percentage 
(e.g., l%-l0% or, more speci?cally, about 6%), of the pre 
mium. Such registration may include a user computer and a 
server. The data regarding sellers, initial buyers, and third 
parties may be stored in a memory or database associated With 
the server. 
[0040] A seller may provide certain information about the 
vehicle for sale. Providing this information may be through a 
seller’s device, such a computer, handheld, tablet, mobile 
phone or other electronic device. After entering into a sale 
contract, additional information may be provided by the ini 
tial buyer (e.g., a vehicle dealer) as Well. For example, a car 
dealer may provide additional photos, comments about con 
dition of the car, and other information that may be useful for 
third parties While vieWing the listing on the online market 
place. The car dealer may use an electronic device to provide 
or post the additional information, Which can be stored and 
accessed from a memory or a database. Both buyers and 
sellers may be incentiviZed to generate additional offers on 
the vehicle. 
[0041] Post sale agreement posting on an online market 
place may be for a certain predetermined offering period, 
Which is referred herein as an offering period. In certain 
embodiments, this offering period is measured in days, e.g., 
three days, ?ve days or less than tWo Weeks. If no offers are 
received during this offering period, then the initial buyer 
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(e.g., a dealer) retains the trade-in vehicle. When the initial 
buyer is a dealer, the dealer Will attempt to monetize the 
vehicle by selling the Wholesale market or attempting a quick 
sale. A seller, trade-in seller and dealer and/ or dealer may be 
able to extend the predetermined offering period, for 
example, if no offers are generated or before any offers are 
started. That is the time duration of the offering period can be 
set by the seller, trade-in seller and dealer and/or dealer if 
doing so Would not prejudice another party or if the other 
party agrees. Such an agreement may be arbitrated and stored 
by the service provider. 
[0042] A seller may have an option of posting a listing With 
information about a vehicle before contacting a dealer. This 
option is referred to as a “for sale by oWner” option. A seller 
may opt out of this option and proceed directly With negoti 
ating sale or trade-in With a dealer. When sale agreement is 
reached betWeen the dealer (initial buyer) and the seller, any 
prior listing is deleted and replaced by a “trade in” listing. 
Only the trade in listings by the dealer Will include the deal 
er’s contact information. A potential third party may contact 
the dealer for vieWing the actual vehicle and, for example, 
testing the vehicle (i.e., test driving the car in the car sale 
context). Such listings are accessible through a computing 
system or electronic device. “Trade-in” listings may provide 
additional options that are speci?c to dealers, e.g., Warranties, 
additional options, ?nancing, and the like. 
[0043] When a buyer places an offer for a vehicle, they may 
be charged a small deposit, Which may be necessary to avoid 
unreasonable and even malicious offering strategies. When a 
buyer has the highest offer or best quali?ed offer, this person 
may be charged (e. g., a percentage of the premium or ?at rate) 
by the service provider. The remaining balance may be pay 
able to the dealer. In an embodiment, a portion of the remain 
ing balance, if above set amount from the dealer, can be paid 
to the trade-in seller from the service provider. Various 
vehicle and ?nance transaction options are described beloW. 
Such ?nancial accounting may occur With the computing 
system according to a formula to Which the parties agree. The 
accounting may be performed automatically by the comput 
ing system. 
[0044] Various speci?c embodiments of the present inven 
tion that may incorporate the above Will noW be described 
With reference to the draWings. 
[0045] FIG. 1 is a schematic representation of system 100 
for offering a vehicle under a sale agreement for further 
offers, in accordance With certain embodiments. As explained 
above, system 100 includes three types of participants. Seller 
108 (“for sale by oWner”) that introduce a vehicle for sale to 
buyers 106. Trade-in sellers 110 trade in a vehicle at a deal 
ership 124 and the dealer lists the vehicle using the dealer 
interface 112. The initial buyer/dealer 102, buyers 106, and 
trade-in seller 110 and seller 108 may each include a com 
puting device (electronic communication device) providing 
access to the system (e.g., computing/communication sys 
tem) 100. Dealer 102 enters into a sale agreement With trade 
in seller 110, after Which the vehicle is offered on an online 
market place to buyers 106. Dealer 102 may also list the 
vehicle on the market place in the “Wholesale” category and, 
therefore, offer the vehicle only to other dealers, e.g., other 
dealers 102. That is, only other dealers Will see a Wholesale 
vehicle on the sales forum of the service provider. This type of 
restriction is important to protect buyers and dealers from 
vehicles that represent unWanted safety risk or quality. 
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[0046] To enable various operations and functions further 
described beloW, system 100 may provide a series of inter 
faces. Seller 108 may be provided With seller interface 118 to 
provide some information about the vehicle, such as upload 
ing photos, entering description, and providing contact infor 
mation. This information may be used to create a “for sale by 
oWner” listing, present the vehicle to a buyer 106. Dealer 102 
may be provided With dealer interface 112 to add additional 
information about the vehicle, e. g., a sale price, information 
from the sale agreement, provide buyers ’ comments about the 
vehicle, manage trade in vehicle listings, manage Wholesale 
vehicle listings, manage vehicle With buy offers, manage user 
and client user variables and information, manage and print 
reports for historical activity, offer additional options, ?nanc 
ing, and other items that Would be obvious. The dealer inter 
face may be many or combinations of many different vieWing 
interfaces. Buyers 106 may be provided With buyer or vieW 
ing interface 116a and/or offering interface 11619. In certain 
embodiments, functions of these interfaces are combined in a 
common interface. Viewing interface 11611 is provided for 
vieWing the sale price for the vehicle and information about 
the vehicle. VieWing interface 116a may be a part of the sale 
forum accessible to buyers 106. The offering interface 116!) is 
provided for posting one or more offers from buyers 106 
during a predetermined listing period. Offering interface 
116!) may be also a part of the sales forum accessible to buyers 
106. The trade-in seller 110 may have a vieWing interface 120 
for monitoring the activity of a trade-in vehicle. These inter 
faces (i.e., seller interface 118, buyer interface 112, vieWing 
interface 116a, and/ or offering interface 1161)) may alloW 
respective users to register and login into the service. The 
interfaces can be generated by a server (computing system) 
and provided to electronic devices for the buyers/ dealers, 
buyers, and sellers. The interfaces can include a memory to 
store data and instructions and a processor to execute the 
instructions and use the data. The system can be expanded to 
include neW user function and interfaces through the use of 
instructions and data that can be executed by the processor or 
stored in the memory. 
[0047] The vieWing interface 116A may provide a robust 
user interface for potential buyers. In an example, the vieWing 
interface 116A may store history of a user’s search histories. 
The vieWing interface 116A may create and store, in a 
memory, a saved-search at the server for the service provider 
or on the vieWer’s computer. The service provider may also 
provide an email or messaging function at the vieWing inter 
face 116A. The server of the service provider may, e. g., 
through a Website, provide the user, at the user’s computer, 
With immediate email noti?cations When a vehicle you are 
looking for is listed on the sales forum by the service provider. 
In an example, the saved search function can operate to save 
the user time by automatically login of the user onto the sales 
forum or server. The search criteria can be automatically 
?lled. The user need only select an instruction button or 
activation icon to conduct a search, e.g., click search. The user 
can also instruct the sales forum or the serer to save a search, 
e.g., by clicking save search. In an example, the save search 
button or icon may be located above the search results. The 
user may store a set number of searches at a time, e.g., 5, 10, 
or more. In an example, the server of the service provider can 
automatically conduct the saved searches Without the user 
being logged onto the system. The server can notify When a 
trade-in vehicle or for sale by oWner vehicle is listed at the 
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sales forum that matches your saved search. If a user does not 
wish ofr any noti?cations, the user can select an opt-out. 
[0048] The saved-search feature is a quick and easy way to 
know when a vehicle the user may want is listed on the sales 
forum. In one example, the highest offer received ?rst wins 
the listing and may purchase the vehicle. Using the saved 
search tool can help the user place offers faster and get better 
deals on used vehicles at the sales forum. 
[0049] Network 104 may be also used for communication 
among various interfaces of system 100. Network 104 may 
take any suitable form, such as a wide area network or Internet 
and/ or one or more local area networks (LAN’s). The network 
104 may include any suitable number and type of devices, 
e.g., routers and switches, for forwarding commands, con 
tent, and/ or web object requests from each client to the online 
community application and responses back to the clients. 
[0050] The methods describe herein may also be practiced 
in a wide variety of network environments (represented by 
network 104) including, for example, TCP/IP-based net 
works, telecommunications networks, wireless networks, etc. 
In addition, the computer program instructions may be stored 
in any type of computer-readable media. The program may be 
executed according to a variety of computing models includ 
ing a client/server model, a peer-to-peer model, on a stand 
alone computing device, or according to a distributed com 
puting model in which various functionalities described 
herein may be affected or employed at different locations. 
[0051] FIG. 2 illustrates an example network segment 200 
for implementing various aspects of methods and systems for 
offering a vehicle under a sale agreement for further bidding, 
in accordance with certain embodiments. Network segment 
200 includes various types of computer systems 202a, 202b, 
and 2020 used by participants (i.e., sellers, buyers/dealers, 
and buyers) and providing different types of interfaces 202 
described above. Computer systems 202a, 202b, and 2020 
communicate through network 204 with one or more servers 
206, 208, and 210 used by a service provide and/or other 
services. For example, server 206 may be used to provide ?rst 
forum 20611 that may be used to support “for sale by owner” 
listings. Server 208 may be used to provide second forum 
20811 that may be used to support “trade in” listings. In certain 
embodiments, servers 206 and 208 may support different 
geographic markets, different types of vehicles (e.g., cars, 
boats, agricultural equipment), and other categories or other 
items for sale. Yet another server 210 may host payment 
switch 210a and used for processing payments from one or 
more participants as described above. Computer systems and 
servers may each include one or more processors that can 
each execute instructions to perform the presently described 
methods. The instructions can be sequentially executed in a 
single processor or executed in a distributed computing sys 
tem on separate processing cores or physically different pro 
cessors. 
[0052] FIG. 3 illustrates an example network segment 300 
where some of the components of the system for offering a 
vehicle under a sale agreement for further bidding are virtu 
aliZed, in accordance with certain embodiments. Computer 
systems 302a, 302b, and 3020 also provide different inter 
faces but these interfaces may be generated by cloud comput 
ing service 306, which may support different forums, pay 
ment switches, and other functions of the system. 
[0053] FIG. 4 is a process ?owchart corresponding to com 
puter-implemented method 400 for offering a vehicle either 
under a sale agreement for further offers, in accordance with 
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certain embodiments or not under a sale agreement. Method 
400 may start with a series of optional operations 402, 404, 
and 408, during which a seller of the vehicle may attempt to 
sell the vehicle (“for sale by owner”) on an open forum to all 
available buyers. Some examples of vehicles include a 
vehicle, boat, a motorcycle, and farming equipment. 
[0054] The open forum may be the same forum as the sale 
forum used for later operations (e. g., operations 416 and 418) 
further described below or may be a different forum. When 
multiple vehicles are presented on the same forum, the 
vehicles may be distinguished based on their current partici 
pation in operations 402, 404, and 408 or in operations 416 
and 418. For example, vehicles that are still being sold by 
owner during operations 402, 404, and 408 may have pricing 
?exibility, also known as the “for sale by owner” option. 
Pricing ?exibility, on the other hand, trade-in vehicles and 
wholesale vehicles that are already under the sale agreement 
and are being sold by, for example, a dealer during operations 
416 and 418 may have a price ?oor (e.g., the trade-in price in 
the sale agreement) and being open to higher prices, e. g., a set 
number of offer values between the trade-in amount and a 
high price that can be set by the dealer. In an example 5 or ten 
predetermined offer values are set. In an example these offer 
values are equally spaced. In an example the offer values get 
progressively greater in amount of spread between offers as 
the offers go up. The system may determine the offer values to 
be displayed on the buyer interface. Furthermore, when a 
vehicle moves from the “sale by owner” category to the “sale 
agreement” category, it may change its location, have more 
information associated with the vehicle (e.g., additional pho 
tos, description), and may be more available for inspecting by 
potential new buyers. Moreover, if the vehicle is listed as a 
“wholesale”, then the types of buyers are restricted. In other 
embodiments, a forum used for posting vehicle information 
during operations 402, 404, and 408 is different from the 
forum used for posting information contained in the sale 
agreement during operations 416 and 418. 
[0055] Completing the purchase transaction may require 
multiple buyers if the initial, highest offer buyer is unable or 
fails to complete the purchase. In an optional embodiment if 
the selected highest buyer cannot complete the purchase 424, 
a next highest buyer is identi?ed 426 at their original offered 
value. The dealer is then allowed two options 428: (1) buy out 
the next highest buyers position by paying the trade in seller’s 
the portion of shared gain per the sales agreement. The 
vehicle then becomes the dealers and the trade in seller has 
achieved VBV, (2) The dealer can choose to let the embodied 
solution contact the next highest buyer 43 0 and proceed to sell 
the vehicle thus de?ning the VBV. This process is repeated 
until such time a buyer successfully completes the purchase, 
the dealer buys out a buyer’s position, or there are no more 
buyers to complete the purchase and the dealer retains the 
vehicle and the trade-in seller again achieved the VBV via the 
original offer from the dealer. 
[0056] If a vehicle is not sold during a ?rst offer period, the 
following can be performed. When the same forum is used for 
operations 402, 404, and 408 and then (i.e., if the vehicle is 
not sold) again during operations 416 and 418, sellers and 
buyers may bene?t from more transparency on the market 
place and have more information available to them to make 
more informed decisions. After all, same vehicles are being 
transacted in both sets of operations by substantially the same 
participants. 
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[0057] In certain embodiments, the sale forum comprises 
one or more Webpages for uploading the sale agreement, 
providing the vieWer interface, and/ or providing the offering 
interface. Some examples of sale forum Webpages/interfaces 
are described below. 
[0058] Even When a forum used for operations 402, 404, 
and 408 and one used for operations 416 and 418 are the same 
from implementation standpoint (e.g., the same software, 
shared database), sellers are buyers have different options 
during these different sets of operations. The same differ 
ences in options apply When forums are different. A brief 
description of these option differences Will noW be described. 
During operations 402, 404, and 408, sellers and buyers do 
not have any obligations to each other. The sellers merely 
present information about their vehicles and solicit offers or, 
more generally, interest from the potential buyers. Once the 
interest is expressed, a seller and a buyer may proceed With 
negotiation, Which may be through the forum provided by the 
service provider or outside of the forum. To the contrary, 
during operations 414, 415,432,416 and 418, a trade-in seller 
has already agreed to sell his or her asset to a dealer for an 
agreed upon sale price. The trade-in seller has completed the 
purchase transaction and transferred to the dealer the trade-in 
vehicle, and had left the dealership in the neWly purchased 
vehicle. HoWever, a trade-in seller and dealer have agreed 
upon the option of soliciting higher offers from other buyers. 
This option can be a part of the sales agreement. This option 
may exist for a predetermined forum listing period, Which 
may be set by the forum or agreed upon by the trade-in seller 
and buyer. If another party (i.e., a buyer) selects an offer at a 
higher amount than the trade-in price, the vehicle is trans 
ferred to this buyer and the seller receives a higher amount, 
e.g., a reWard share, than otherWise it Would have received 
under the original sale agreement. A typical trade-in transac 
tion does not provide this option or bene?t. The vehicle is 
transferred to the buyer from the dealer. Furthermore, in this 
example, the dealer receives an entire compensation from the 
buyer. Alternative, the dealer is obligated to share gain and 
pays the trade-in seller under the original sale contract a 
portion due under the sales contract. The neW buyer may 
choose to also enter a trade in vehicle for the neWly purchased 
vehicle from the dealer. By the prior transaction description 
the process begins aneW. These and other functions and fea 
tures of method 400 are further described beloW With refer 
ence to corresponding operations. 
[0059] During operation 402, initial vehicle information 
provided by the seller or the dealer is posted for a predeter 
mined listing period. Examples of this initial vehicle infor 
mation depend on the type of vehicle and information avail 
able to the seller and Willingness to be shared by the seller. In 
an example of selling a vehicle, a seller may post a vehicle 
identi?cation number, vehicle manufacturer, vehicle model, 
vehicle trim level, accessories, vehicle mileage, vehicle’s 
and/or seller’s location, seller’s contact information, asking 
price, vehicle photos, vehicle condition information, and esti 
mated market value. A forum for posting this information 
may include an interface for uploading this information and 
then presenting this information to potential buyers. There 
may be a fee payable to the service provider for positing this 
initial vehicle information. If a vehicle is sold as a result of 
this positing as re?ected by decision block 404, then method 
400 may be terminated as there is no further need to dispose 
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the vehicle. It should be noted that a buyer that contacts a 
seller during operations 402, 404, and 408 may offer to pur 
chase a vehicle. 
[0060] If a vehicle is not sold, as re?ected by decision block 
404, then method 400 may proceed With relisting the vehicle 
on the same or different forum. For example, a service pro 
vider may alloW to relist (With or Without addition fee), the 
same initial vehicle information for another offering period. 
This additional offering period may be the same or different 
(e.g., shorter) than the initial listing period. Furthermore, a 
service provider may require a seller to reduce the price of the 
vehicle if an additional listing is alloWed. In certain embodi 
ments, a seller may quit the process at some operations With 
out proceeding to the next operation. For example, a seller 
may choose to quit the process after listing (one or multiple 
times) the vehicle for sale on the initial forum. 
[0061] At some point in the process 400, a seller may 
present a vehicle to a dealer as a trade in toWards the purchase 
of a neW vehicle 414. The dealer Will enter vehicle informa 
tion, on a dealer listing interface page, such as the vehicle 
identi?cation number, vehicle make, vehicle model, trim 
level, color, mileage, reconditioning costs, days to make cor 
rective reconditioning, detailing costs, certi?cation costs, 
dealer overhead, trade in value offered to the trade in seller, 
estimated retail value, and other values necessary to provid 
ing information about the VTV for potential buyers. The 
dealer Will print and have the trade in seller sign the sales 
agreement 415. The dealer Will have a predetermined time 
de?ned in the sales contract to prepare the vehicle 432 for 
listing on the sales forum. These vehicle preparations may 
include repairs, detailing, certi?cation, vehicle description, 
and pictures. The dealer at a later time may edit the listing 
information concerning condition or pictures. When the 
dealer has completed the vehicle preparations the dealer com 
pletes the listing through the dealer interface page, Which is 
only available to registered dealers of the embodiment, and 
posted on the Website 416. 
[0062] At some point in the process (operation 410), a seller 
may present a vehicle to one or more buyers that are in 
business of buying and selling such vehicles, e. g., dealers. In 
certain embodiments, the difference betWeen posting initial 
vehicle information in operation 402 and presenting the 
vehicle in operation 414 is the type of buyers involved and/or 
type of information presented to the buyers. A pool of buyers 
in operation 416 may be substantially more restrictive than 
pool of buyers in operation 402 and may be limited to dealers, 
e.g., car dealers When the vehicle is a trade-in vehicle. Fur 
thermore, a seller may present an actual vehicle to a seller 
during operation 416 as oppose to presenting some descrip 
tion and/or photos as, for example, during operation 402. 
During operation 416 a buyer may also request to revieW 
oWnership information, ?nancial information, service infor 
mation, and other similar types of information about the 
vehicle. 
[0063] In certain embodiments, the difference betWeen 
posting initial vehicle information in operation 402 and pre 
senting the vehicle in operation 414 is the type of buyers 
involved and/ or type of information presented to the buyers. A 
pool of buyers in operation 416 may be substantially more 
restrictive than pool of buyers in operation 402 Which may or 
may not be limited to dealers, e.g., car dealers When the 
vehicle is a Wholesale vehicle. Furthermore, a seller may 
present an actual vehicle to a seller during operation 416 as 
oppose to presenting some description and/or photos as, for 
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example, during operation 402. During operation 416 a buyer 
may contact a dealer to request to revieW ownership informa 
tion, ?nancial information, service information, and other 
similar types of information about the vehicle. 
[0064] Presenting the vehicle to the one or more buyers 
may be performed automatically by the system after, for 
example, a seller completes one or more alloWed listing/re 
listing cycles. During operation 410, the buyer may receive 
information about such listings/re-listings. Furthermore, 
operations 410, 412, and 414 may be performed in the context 
of another transaction With a dealer. For example, in addition 
to presenting a vehicle to a dealer, a trade-in seller may be also 
interested in buying another vehicle from the dealer, i.e., 
performing a so called “trade-in” transaction. In the context 
of vehicles, a trade-in seller may be interested in selling a used 
vehicle to a car dealer and buyer another vehicle (e. g., a neWer 
or a neW vehicle) from the dealer. HoWever, operations 410, 
412, and 414 as Well as other operations may be also per 
formed in the context of a simple sale transaction Where no 
other vehicles are involved. 
[0065] After presenting the vehicle, an offer may presented 
by the buyer during operation 412 and the offer may be 
accepted by the seller during operation 404. If the offer is not 
acceptable to the seller, the system may provide an option of 
relisting the vehicle back on the “for sale by oWner” forum as 
described above and re?ected by decision block 408. Of 
course, the seller may reject the offer and quit the process. 
[0066] Once the offer is accepted during decision point 414 
and the sale agreement is formed, method 400 may proceed 
With receiving the sale agreement to sell the vehicle from the 
seller to the buyer during operation 415. In certain embodi 
ments, this operation involves entering the results of the nego 
tiation process by a trade-in seller and dealer, or both, into the 
system for offering the vehicle under the sale agreement for 
further offers. The sale agreement includes at least an agreed 
upon trade-in price for the vehicle and various information 
about the vehicle. In certain information, this information 
may be similar to the information posted by the seller during 
operation 402 and include a vehicle identi?cation number, 
vehicle mileage, vehicle location, a vehicle photo, vehicle 
condition information, and an estimated market value. Such 
information may be provided by a seller, buyer, or both. 
[0067] In certain embodiments, upon reaching a purchase 
agreement, a trade-in seller may be obligated to transfer funds 
to a dealer (or credit the buyer, for example, in trade-in situ 
ations) completing the neW or neW used vehicle purchase 
before any further offers for the vehicle are received during 
operation 418. The funds may correspond to the agreed upon 
trade-in price and, in certain embodiments, may account for 
taxes, registration, services fees, and other expenses. In these 
embodiments, if additional offers are later received and the 
highest, quali?ed buyer takes the possession of the vehicle, 
then this dealer pays an additional sum to the trade-in seller. 
The additional sum corresponds to the difference betWeen the 
highest offer and trade-in price paid by the dealer. The addi 
tional sum may be minus expenses incurred by the dealer to 
prep the trade-in vehicle for sale on the sale forum of the 
service provider. These ?nancial transactions are further 
explained herein. 
[0068] In other optional embodiments, no transfer or credit 
of funds occurs betWeen the buyer and seller prior to the 
bidding period. The seller simply remains obligated to pay the 
agreed upon sale price to the buyer after the offering period if 
no additional bids are made. If one or more bids are posted, 
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the highest bidder becomes responsible for purchasing a 
vehicle and the seller is released from his or her initial respon 
sibility. In these embodiments, the highest bidder may be 
instructed to allocate some of the bid amount to the seller, e. g., 
to credit for purchase of a neW or neWer car in a trade-in 
scenario or to compensate the dealer for inspecting the 
vehicle and costs associated With initial negotiations and pos 
iting the sale agreement information. Again, these ?nancial 
transactions are further explained beloW. 
[0069] Once the sale agreement information is received by 
the system during operation 415, the system may post the 
offer price points or offer levels price for the vehicle and 
information about the vehicle on a sale forum accessible to 
potential buyers during operation 416. As noted above, this 
sale forum may be the same forum used during operations 402 
or it may be a different form. The information provided to the 
forum may be vieWable to the potential buyers through a 
vieWing interface. Speci?cally, a system may provide a vieW 
ing interface for vieWing the offer price points for the vehicle 
and information about the vehicle. The vieWing interface may 
be a part of the sale forum accessible to the buyers. The 
vieWing interface may be accessible from various types of 
computer systems used by buyers. Various examples of such 
systems (e.g., laptops, netbooks, tablet computers, handheld 
electronics, mobile phones, et al.) are described herein. 
[0070] The system may also provide an offering interface 
for posting one or more offers from the buyers during the 
predetermined listing period. The offering interface is also a 
part of the sales forum accessible to the buyers. In certain 
embodiments, the offering interface is different from the 
vieWing interface. A buyer may need to provide certain login 
information in order to enter the offering interface and be able 
to post an offer or meet a listed offer. In certain embodiments, 
the system may require a buyer to pay or otherWise secure a 
deposit prior or during offer posting. This requirement may be 
used to minimiZe and eliminate illegitimate offers that Would 
other disturb the process and make the overall process unre 
liable and even unWorkable. 
[0071] The offering interface may only alloW posting offers 
that have an offering price higher than the agreed upon sale of 
the trade-in vehicle price, Which is greater than the trade-in 
amount given to the trade-in seller. When the offers are 
posted, the system may notify the trade-in seller and/or the 
dealer about neW offers. In certain embodiments, the buyer 
may be offered an option to participate in the offering process 
by, entering, for example a higher offer. Optionally a more 
quali?ed buyer may be invited to meet an offer of a less 
quali?ed buyer. The current offer that has been posted or the 
offer greater than the currently posted offer may be also 
vieWable through the vieWing interface and/ or offering inter 
face to potential buyers. In certain embodiments, all offers 
may be hidden till the end of the offering time period. The 
vieWing interface and/or offering interface may also have 
information on vehicle value (e.g., KELLY BLUE BOOK® 
estimates for vehicles), comparable listings, sales results 
from previous listings, and other similar information. An 
offering interface may alloW posting a current offer and/or a 
maximum offer. If the maximum offer amount is provided, 
the system may automatically increase the offer points or 
levels (i.e., up the amount of the maximum bid) if the previ 
ously posted offer for this buyer Was exceeded. 
[0072] In certain embodiments, the vieWing interface and/ 
or offering interface may provide information about the 
actual physical location of the vehicle and hoW the vehicle can 
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be vieWed by the potential buyers. For example, after the sale 
agreement Was reached, the vehicle may be transferred to the 
dealer (initial buyer). The dealer that lists on the sales forum 
may be required to provide reasonable accommodations for 
vieWing the vehicles by potential buyers. In the content of 
trading-in an older car, the dealer may keep this older car on 
the lot prior to and during the offering period and alloW 
potential buyers to vieW, inspect and test drive the vehicle, 
e.g., vieW, sit in or test drive car. The dealer may be compen 
sated for this service by, for example, splitting With the trade 
in seller the premium that the highest buyer Will pay over the 
trade-in sale price of the car that appears in the sale agreement 
betWeen the dealer and trade-in seller. This premium sharing 
approach may be used to incentiviZe the dealer to make the 
vehicle available for vieWing and inspection. Of course, the 
incentive to getting out of the oWnership of the vehicle may be 
suf?cient for the dealer to make the car available for vieWing. 
Dealers may Wish to quickly remove a vehicle from inventory 
due to physical condition, brand misalignment, market pres 
sures, ?nancial risk or combinations thereof. 
[0073] Method 400 may proceed With determining if any 
offers are posted during the predetermined listing period as 
shoWn With decision block 418. If any offers are posted 
through the offering interface, then the system may automati 
cally select the highest buyer, i.e., the buyer that posted the 
highest offer price for the vehicle presented on the sales 
forum. This operation may be repeated recursively after po st 
ing neW offers. When the highest buyer is selected, method 
400 may proceed With instructing the highest buyer to post the 
payment during operation 422. The payment may be posted 
through the sale forum, through an independent system (With 
a con?rmation by the independent system received by the sale 
forum), or directly betWeen the parties With one or more 
receiving parties providing con?rmation into the sale forum, 
for example. 
[0074] Method 400 may require the dealer to reoffer the 
vehicle due to failure of a buyer to be able to complete the 
payment transaction to one or all required participants. By 
example, if the highest buyer 422 is unable to secure ?nanc 
ing, the buyer cannot complete the neW vehicle purchase. In 
this instance, the system Will identify the next highest buyer 
(s) 426 and the buyer’s offer placed on the vehicle during the 
listing period 418. If a buyer exists, then the system Will notify 
the dealer 428 of the next highest buyer’s offer Was during the 
listing period 418. The dealer can proceed With sale of the 
vehicle to this next buyer. The dealer also has the option to 
buy out the next buyer’s position. This requires the dealer to 
make a payment to the trade-in seller per the sales agreement 
and the next highest buyer is not contacted. At this time the 
sales agreement is completed With the transfer of ?nal funds. 
If the dealer does not utiliZe the buyout, the next highest buyer 
is contacted. 
[0075] The reoffer described above can be limited in the 
number of times a vehicle can be reoffered or by a set reoffer 
period. If the number of reoffers of a vehicle exceeds the 
maximum number of reoffers, then the vehicle cannot be put 
through this process again. If the reoffer is limited by a time 
period, then after that time has elapsed, then the vehicle 
cannot be reoffered. The reoffer process can also have a 
minimum number of times or a minimum time period. As an 
example, the minimum reoffers can be set at four and the 
maximum at ten. As an example, the time period for reoffers 
can be betWeen one day or one Week and a month. 
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[0076] The predetermined listing period may be a speci?c 
number of days set by the sale forum. This period may be 
determined based on the sales history on the sales forum, the 
type of the vehicle, value of the vehicle, fee payable by the 
trade-in seller and/or dealer, and other similar factors. In 
certain embodiments, the period is the same for all vehicles. 
The predetermined listing period may be determined by the 
trade-in seller and/or dealer during negotiations of the sale 
agreement and be a part of the sale agreement. 
[0077] Method 400 may use predetermined offer value 
“point points” to promote upWard value, eliminate time 
Wasted in auction type bidding, and promote active buyers. 
Price points are predetermined values used buyer for placing 
an offer on a vehicle listed as “trade in” or “Wholesale”. The 
values may by example be ten values betWeen the trade in 
value and a target retail value. Each value may be constant or 
non-constant value. The trade in and target retail value may be 
established by the trade in seller and dealer and Will be 
recorded in the sales agreement. The ?rst value point above 
the trade in value may include dealer reconditioning cost, 
qualifying cost typical With a certi?ed used vehicle, a speci?c 
dealer overhead factor, and others prelisting values. The retail 
value can be used to set the value at a predetermined price 
point. For example if the retail value is at price point seven, 
the price points eight and ten Would represent high vehicle 
value and a higher ?nancial return to the trade in seller. Price 
points eight through ten represents a higher then dealer 
expected value, and therefore, returns more value to the trade 
in seller. Price points beloW point seven Would represent 
expected value by the dealer and the value return to the trade 
in seller Would be less. All value point offers improve the 
trade in seller’s ?nancial outcome. Price points alloW the 
buyer to place their offers and Wait for the outcome of the 
listing. An auction method force buyer to attend the last time 
segment to augment the bid to potentially secure a vehicle. 
The price points promote being ?rst and highest, or right 
valued, and eliminate the need to return to the listing at the 
end of the listing period. 
[0078] The price points may be used in “trading in” and 
“Wholesale” listing. The price points for the trading in listing 
may be agreed upon by the trade in seller and the dealer and 
recorded in the sales agreement. The price points in the 
Wholesale listing are determined by the dealer entries into the 
system. 
[0079] The ?rst buyer selecting the highest value Will be 
instructed to complete the purchase of the vehicle from the 
dealer. This provides highly motivated buyers the option to 
purchase a vehicle Without Waiting till the end of the listing 
period. The listing period Will continue until noti?cation from 
the dealer that the vehicle transaction has been completed. In 
this instance, the trade in seller Will receive maximum value 
for the trade in vehicle. 
[0080] Each price point has a “share reWar ” to the trade in 
seller and dealer. The shared reWard may be a constant or 
non-constant value. The shared reWard for trade in listings 
may be determined by the trade in seller and the dealer. The 
shared reWard for a trade in vehicle transferring from the trade 
in seller to a dealer, and to a Wholesale listing may be deter 
mined by the trade in seller and the dealer. A Wholesale listing 
by a dealer there is no shared reWard value as the dealer has no 
sales agreement With the vehicle. 
[0081] Method 400 may also involve instructing the dealer 
or the seller to transfer the vehicle to the highest buyer, for 
example, after the payment is posted by the highest buyer. The 




